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It appears that you’re 
interested in having 
access to your money 
at all times, especially 
at this point in your 
life. You’re a confident 
investor who is 
comfortable weathering 
market volatility since it 
will give your income the  
potential to grow during 
your retirement. Based 
on your answers to the 
questionnaire, you may 
prefer income solutions 
that offer the potential 
for maximum liquidity 
and flexibility with a 
relatively small amount 
of guarantees.

Access to your money is 
important and you feel 
you can handle some 
market volatility, as long 
as you have a small 
safety net to fall back 
on. Placing some money 
aside to cover lifetime 
income, while important, 
may be a second 
priority. Based on your 
answers, you may prefer 
a solution that offers a 
degree of flexibility with 
a modest amount of 
guarantees.

Your answers show that 
you value both flexibility 
and guarantees when it 
comes to your retirement 
income needs. You are 
willing to give up some 
control of your savings 
in exchange for a more 
predictable income 
stream. You’d also like to 
be somewhat involved 
in the management of 
your investments and 
maintain a degree of 
flexibility. Based on 
your answers, you may 
want to consider a 
balanced mix of various 
withdrawal options 
and lifetime income 
guarantees.

Guaranteed lifetime 
income seems to be a 
high priority for you. 
However, you may be 
willing to tolerate slight 
amounts of market 
volatility in order to 
maintain a degree of 
flexibility  for unexpected 
events. Based on your 
answers, you are looking 
for a high level of 
predictability in your 
income—knowing 
when and where it’s 
coming from at all 
times. You may prefer a 
solution that offers some 
guaranteed lifetime 
income and some 
withdrawal options.

Having a high level of 
guaranteed lifetime 
income may be your 
top priority. Based on 
your answers, your 
number one concern is 
outliving your income 
and you don’t feel 
comfortable managing 
your investments day-to- 
day to make sure they 
last. You may prefer 
solutions that offer a 
high level of predictable 
lifetime income with less 
flexibility.

3. More Income 
Flexiblity

More Income 
Guarantees

Traditional Investments Lifetime Income AnnuityVariable Annuity with Guaranteed Income Benefit Longevity Income Protection Annuity

This is a tool to help you better understand the relative flexibility and guarantees associated with certain types of products, and how these can 
be used to help you meet your income goals. Below are some of the hypothetical assumptions used to determine the suggested  
allocation percentages. This is not a recommendation to purchase any particular product. These are only suggestions; the final decision is yours. 
For details about specific products, features, and limitations based on your age and situation, please speak to your Financial Representative.

1: �For Traditional Investments: Assumed historical returns and industry recommended annual withdrawal rates; consideration is not given to 
taxes, fees, or charges associated with the purchase of any particular product.

2: �For Longevity Income Protection Annuity: Guaranteed income payment from a Deferred Income Annuity assumes a life-only income option 
and a start date at age 85. 

3: For Lifetime Income Annuity: An immediate income annuity using a life-only income option.

4: �For Variable Annuity with Guaranteed Income Benefit: Optional income benefit rider assuming withdrawals up to the amount permitted in 
the rider. Fees, charges, and waiting periods associated with the purchase of this rider are not considered.

Protected Flexible Income

2-3 Points



Metropolitan Life Insurance Company
200 Park Avenue
New York, NY 10166
www.metlife.com

0810-0160    Income Selector Ques 
© 2009 METLIFE, INC.    L0310093338[exp1210][All States][DC] 
PEANUTS © United Feature Syndicate, Inc.

PRODUCT LABELLING GUIDE 

FSC_RE_1_LPC.EPS
FSC_RE_1_LPC.TIFF
FSC_RE_1_LPC.JPG

FSC Label Artwork

FSC_MS_1_LPC.EPS
FSC_MS_1_LPC.TIFF
FSC_MS_1_LPC.JPG

FSC_MS_2_LPC.EPS
FSC_MS_2_LPC.TIFF
FSC_MS_2_LPC.JPG

FSC_MS_3_LPC.EPS
FSC_MS_3_LPC.TIFF
FSC_MS_3_LPC.JPG

FSC_MS_4_LPC.EPS
FSC_MS_4_LPC.TIFF
FSC_MS_4_LPC.JPG

FSC_MS_5_LPC.EPS
FSC_MS_5_LPC.TIFF
FSC_MS_5_LPC.JPG

FSC_100_LPC.EPS
FSC_100_LPC.TIFF
FSC_100_LPC.JPG

Cert no. XXX-XXX-XXXX

XX%

Cert no. XXX-XXX-XXXX

Cert no. XXX-XXX-XXXX

Cert no. XXX-XXX-XXXX

XX%

Cert no. XXX-XXX-XXXX

Cert no. XXX-XXX-XXXX

Cert no. XXX-XXX-XXXX

FSC_Labels_Landscape

FSC_Labels_LPC
Landscape / Positive / Colour (LPC)

FSC_RE_1_LNC.EPS
FSC_RE_1_LNC.TIFF
FSC_RE_1_LNC.JPG

FSC_MS_1_LNC.EPS
FSC_MS_1_LNC.TIFF
FSC_MS_1_LNC.JPG

FSC_MS_2_LNC.EPS
FSC_MS_2_LNC.TIFF
FSC_MS_2_LNC.JPG

FSC_MS_3_LNC.EPS
FSC_MS_3_LNC.TIFF
FSC_MS_3_LNC.JPG

FSC_MS_4_LNC.EPS
FSC_MS_4_LNC.TIFF
FSC_MS_4_LNC.JPG

FSC_MS_5_LNC.EPS
FSC_MS_5_LNC.TIFF
FSC_MS_5_LNC.JPG

FSC_100_LNC.EPS
FSC_100_LNC.TIFF
FSC_100_LNC.JPG

FSC_Labels_LNC
Landscape / Negative / Colour (LNC)

FSC_RE_1_LPBW.EPS
FSC_RE_1_LPBW..TIFF
FSC_RE_1_LPBW..JPG

FSC_MS_1_LPBW.EPS
FSC_MS_1_LPBW.TIFF
FSC_MS_1_LPBW.JPG

FSC_MS_2_LPBW.EPS
FSC_MS_2_LPBW.TIFF
FSC_MS_2_LPBW.JPG

FSC_MS_3_LPBW.EPS
FSC_MS_3_LPBW.TIFF
FSC_MS_3_LPBW.JPG

FSC_MS_4_LPBW.EPS
FSC_MS_4_LPBW.TIFF
FSC_MS_4_LPBW.JPG

FSC_MS_5_LPBW.EPS
FSC_MS_5_LPBW.TIFF
FSC_MS_5_LPBW.JPG

FSC_100_LPBW.EPS
FSC_100_LPBW.TIFF
FSC_100_LPBW.JPG

Cert no. XXX-XXX-XXXX

XX%

Cert no. XXX-XXX-XXXX

Cert no. XXX-XXX-XXXX

Cert no. XXX-XXX-XXXX

XX%

Cert no. XXX-XXX-XXXX

Cert no. XXX-XXX-XXXX

Cert no. XXX-XXX-XXXX

FSC_Labels_LPBW
Landscape / Positive / Black & White (LPBW)

FSC_RE_1_LNBW.EPS
FSC_RE_1_LNBW..TIFF
FSC_RE_1_LNBW..JPG

FSC_MS_1_LNBW.EPS
FSC_MS_1_LNBW.TIFF
FSC_MS_1_LNBW.JPG

FSC_MS_2_LNBW.EPS
FSC_MS_2_LNBW.TIFF
FSC_MS_2_LNBW.JPG

FSC_MS_3_LNBW.EPS
FSC_MS_3_LNBW.TIFF
FSC_MS_3_LNBW.JPG

FSC_MS_4_LNBW.EPS
FSC_MS_4_LNBW.TIFF
FSC_MS_4_LNBW.JPG

FSC_MS_5_LNBW.EPS
FSC_MS_5_LNBW.TIFF
FSC_MS_5_LNBW.JPG

FSC_100_LNBW.EPS
FSC_100_LNBW.TIFF
FSC_100_LNBW.JPG

Cert no. XXX-XXX-XXXX

XX%

Cert no. XXX-XXX-XXXX

Cert no. XXX-XXX-XXXX

Cert no. XXX-XXX-XXXX

XX%

Cert no. XXX-XXX-XXXX

Cert no. XXX-XXX-XXXX

Cert no. XXX-XXX-000

FSC_Labels_LNBW
Landscape / Negative / Black & White (LNBW)

     FOREST STEWARDSHIP COUNCIL

FPO

 

Variable annuities are offered by prospectus only, which is available from your registered representative. You should 
carefully consider the product’s features, risks, charges and expenses, and the investment objectives, risks and policies 
of the underlying portfolios, as well other information about the underlying funding choices. The amounts allocated to 
the variable investment options of your account balance are subject to market fluctuations so that, when withdrawn or 
annuitized it may be worth more or less than its original value. 

The principal value and rate of return in a variable annuity will fluctuate due to market conditions. Therefore, at any point in time, the value of the 
annuity contract may be worth more or less than the owner’s actual investment in the contract. There is no guarantee that any of the variable options 
in this product will meet their stated goals or objectives. This and other information is available in the prospectus, which you should read carefully 
before investing. Product availability and features may vary by state. 

Annuity product guarantees are based on the claims-paying ability of the issuing insurance company. Most annuity products have terms and  
exclusions for keeping the policy in force. Your representative can provide additional details.

Metropolitan Life Insurance Company, New York, NY 10166. Securities products, including variable products, are offered by registered  
representatives of either MetLife Securities, Inc., 200 Park Avenue, New York, NY 10166 or New England Securities, Corp., 501 Boylston Street, 
Boston, MA 02116; both are affiliates and members FINRA/SIPC. 
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The Rise (of DC) and the Fall (of DB)
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Defined Benefit and Defined Contribution Plans 1981 – 2007
(in thousands of plans)

DC

DB

167,293 plans 48,982 plans
42.3 million participants

378,318 plans

658,805 plans 
81.6 million participants

Source: Private Pension Plan Bulletin, Abstract of 2007 Form 5500 Annual Reports, U.S. Department Of Labor Employee Benefits Security Administration, January 2010
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People Underestimate The Time Spent In Retirement

50% Chance 
of living 
beyond

25% Chance 
of living 
beyond

Male (age 65) 85 92

Female (age 65) 88 94

50% Chance of 
living beyond

25% Chance of 
living beyond

50% Chance that at least 
one will live beyond

Couple (both age 65) 9792

Source: Annuity 2000 Male and Female Mortality Tables

25% Chance that at least 
one will live beyond
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